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Abstract

The relationship between mood and information
processing; particularly when reviewing the Elaboration. .
Likelihood Model of persuasion; lacks conclusive evidence.
This study was designed to investigate the hypothesis that
information processing would be greater for mood-topic
congruence_than non mood-topic congruerce. Two hundred
sixteen L[35% female, 457 malel subjects were induced with
either a dysphoric, neutral or elated mood condition and
givéen either a stirong ot weak counterattitudinal appeal
supporting senior comprehensive exams. Depending on
condition, subjects were informed that the exams would be
implementeéd gither wWithin & month& [high personal relevancel
or within 10 years [low personal relevancel. A 2 « 2 u 2
Analysis of VYariamce L[ANOVAl and the Rvan—Einot—-Gabriel-—
Welsch—-G C[REGWRA1 individual comparisons method were used For
group and cell comparisons. The results suggest that
dysphoric subjects elicited more favorableée attitudes under
the strong argument_condition tham subjects within the
elated condition. Dysphoric subjects therefore engaged in
more effortful processing thanm elated subjects.  Fersonal
relevance appeared to have no €ignificant effect in eithe:
affective condition. In the neutral mood condition with
high personal relevance, more favorable attitudes toward the
message occurred within theé strong argument condition than
the weak argument condition. Little significant message
scrutiny occurred in the low relevance conditions. 0Overall
results csuggest mood—-topic congruence elicits more diligent
processing of a counterattitudinal appeal.



INTRODLCT ION |

A void in the literature exists pertaining to the relation-
ship between mood and the Elaboration Likelihood Mode! of
Persuasion. Bower (1981) states that affective structures are
an integral part of a person’s cognitive schema and when activated,
become focused on schema-consistent material. Therefore, when a
depressive state is induced, for example, activation is soread
Into associative schemas and depressive-type information is
elaborated upon. Therefore. a ‘depressive mood may elicit a more
careful and effortful con51oeration ef evidenece in support of a
mood ecengruent (negative) advocacy than 1s elicited when a
neutral or elated mood exists. The oresent study prevides an
1n1t1al exaninatioen eor the relationship between mood and infor-
mation processing regaruing a negatlve or counterattitudinal

aavocacy as conceptualized in the ELM (Petty & Cacioppo., 1988).

IS
Sub jeets

Two hundred sixteen undergraeuate students (55/ female; U45%
male) enroited in introductory psychology courses were the subjects.
All subjects received course credit for their partiecipation in the
exoerlment

Independent Variables

1. Mood- the Independent Varlable (IV) of mood was manipulatead
by 1nduc1ng either an elated, neutral, or dysohorlc
affective state using Velten’s (1968) mood induction
technique:

2. Argument Ouallty— the IV of argunient euallty was mani-
pulated by using either a strong message with cogent

SUDDO"tlﬂQ arguments or a weak meseage usmg seec1ous

senior “omorehen51ve exams at ou (a counterattltudlnal
reconmeneatlen)

Personal Relevance- P.R. was manloulated by conveying

to the stueents that either the comprehensive exams.

would be implemented in 6 months (thus affecting them-
high personal relevance), or 10 vears (not affecting them-
low personal relevance.
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Dependent Variable
An attitude measure Désee on a 9 point leert type scale

unfavoraDle) was used, and the ’-I SUD SCEHGS Were summed tO obtain
an overall attitude measure:

Procedure
Students were f1rst asked to complete the Beck Depression

Inventory (BDI) iIn order to screen those who may pe dysphoric prior
to tne experiamnt. They were then informed that they would be
participating in 2 stuaies: the tirst investigating mood

induction proceoure and the 2znd 1nveiv1ng senior cornprehensive
exams: Subjects then completed form A of the Depressive Adjective
Checklist (DACL), followed by Velton’s (1568) moed induetion
technique Form B of the DACL was then administered; and students
were told that experiemnt 1 was now complete. An 1ntroduct10n to
the 2nd experiment was then given, foliowed by a short description
of the source; a personal relevance statement, and the message
Students were then 1nstructed to complete the various dependent

variable measures and form C. They were debriefed and thanked.

Rpedlctlons

1. When the depressive mood state was induced, diiiigent
processing ot the niessage was expected:. ThuS, when the
message consisted of strong supportive arguments,
favorable attitudes were expected. When the message
consisted ot wWeak Supportive arguinents, 1ess favorable
attitudes were expected No effeet for personal

7 relevance was anticipated: ,

2. When the elated mood state was induced, littie eareful
proce551ng of the message was expected. Thus; no
differences in resulting attitudes were expectee acress
argument quality or personal reievance conditions.

3, When the neutral #iood was Induced, differential effects
for personal relevance and argument quality were expected.
For eonditions of high personal relevance, greater
messade scrutiny was expected with faverabie attitudes
resutting from strong arguments and less favorable

attitudes in response to weak arguments. For eonditions

v




of low”personal relevance, llttie méssage sprutlny 1as

expected:; thus no differences in resuiting attitudes
regardiess ot message quality.

RESULTS/DISLUS&SIUN
Analy51s of data was completed using Analyols or Varianee

(ANOVA) anc Ryan Einot-Gabriel-Welsch-Q (REGWQ) individual com-

parisens metnods.

rhe mood induction Drocedure showed significant results (F =
49.17, £ <.0001), thereby verifying that the mood inductions were
effective. Mood was also maintained throughout the length of the
exper1went (F = 8:63, p <.0003); for the posttest measures.

Overall ANOVA’s conducted on the attitude measure te test the
argument quality manioulatien also yielded significant results.

The elated mood group (F = 4.11, p< .009), the neutral mood group
(F = 6.04, px.001), and the eearessee mood group yielded
cignificant difference results (F = 5.91, p<.0012) on the attitude
neasure between strong and weak argument conditions indicating that
the manipulation was successful.

Results between cells amonq mood groups were largely consistent
with the predictions. Within the depressive condition; more
favorable attitudes were elicited when strong arguments were used.
As predicted, subjects hearing weak arguments indicated less
favorable attitudes. Personal relevance had no significant effect
on attitude measures as predicted.

Within the elated mood condition; no significant differences
in attitude occurred among c2lls, thus suggesting that little
dilligent processing of the message. Again, personal relevance
haa little effect, nor did arguemnt quality.

As expected, differential effects occurred within the neutral
nood condition. Subjects attitudes were 1nf1ueneee by message

uallfy under eenditions of high personal relevance. Thus.,

strong arguments resulted in more favorable attitudes than weak
arguments. For the low personal relevance conditions, little
message scrutiny apparently occurred. Thus, there were 1o dif-
fersnces in attitudes resuiting frem exposure to strong or weak
arguments,

, Overall results support the mood/tepic congruence hypothesis:
Students appear TO process a imessage better if message is congruent

with the respective affective state.
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(>, =) Indicate prediction

(A,B) represent actual results, with same letters signifying
no difference between cells

Results between cells among mood groups were largely

consistent with the predictions.
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